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Bahía Blanca, 14 de Febrero de 1967

Argentino

DNI 18.277.321
Lavalle 4022 8 - D, Buenos Aires
gustavo.loiza@esab.com.ar

	SKILLS PROFILE

	· Continuous coaching to help each sales rep to improve their performance and reach their highest potential
· Focus on identify and select top sales talent to improve team performance and sales results.
· Conduct daily, weekly, monthly and quarterly business reviews.
· B2B and B2C Sales Experience

· Able to understand complex business issues and environments 

· Account and Sales Planning by Channel, Region, Product and Segment
· Value Add Selling,  CRM and Business Intelligence management
· Ability to communicate the vision to the team.


	EMPLOYMENT HISTORY
	National Sales and Commercial Manager, Conarco AyS S.A.

· Lead the national sales team and also sales support team, product and marketing team, channel management team and technical and after sales support team to achieve sales budget
· Develop and implement the commercial strategy
· Establish productive and professional relationships with key personnel in key customer
· Develop the distributors network
· Implement the value add selling system
	May 2015 up today

	
	
	

	
	Hispano America Business Manager, Conarco AyS S.A.
	June 2014 to May 2015

	
	Villa Lynch, Buenos Aires

· Lead the product managers and business developers of welding equipment in Spanish speaking countries in South America
· Define the business plan by region with challenging targets

· Implement the product road map for each market aligned with global strategy

·  Built the regional team

	
	Business Manager, Conarco AyS S.A.
	Enero 2012 – Mayo 2014

	
	Villa Lynch, Buenos Aires

· Lead the Global Project for import substitutions

· Sponsor the Project of Equipment Business Development 

· Lead the Product Manager Team 

· Achieve a 25% business year over year grow in 2012
· Implement strategies to improve business profit

· Set an historical records of equipment units sales in 2014 

	EMPLOYMENT HISTORY


	Product manager, Conarco A y S SA.
	January 2006- 2011

	
	Villa Lynch, Buenos Aires

· Project manager of one of the 5 most important projects in 2009

· Set an historical annual sales record in 2011.

· Expansion in sales of welding equipment by 3,5 times in 5 years

· Improvement of after sales network and customer service

· Direct contribution growth from u$s 290k in 2005 to u$s 1265k in 2011.

· Designed and rationalized equipment portfolio

· Provided support to sales and technical departments

	
	Regional sales executive, Conarco A y S SA.
	November 2001-December 2005

	
	Bahía Blanca, Buenos Aires

· Responsible for sales and technical assistance in the Southern region (Patagonia).

· Developed the application of Aristo System in a key customer.

· Given product and process presentations in companies, colleges and universities.

	
	Territory sales representative, Conarco A y S SA.
	September 1995-October2001

	
	Bahía Blanca, Buenos Aires

· Won 1999 national sales campaign “New products Launching”

· Expanded sales continuously up to the beginning of 2000

· Reduced the impact of 2000 crisis by good customer selection.  

	
	Maintenance Engineer, Fabra Fons SAICIF
	August 1993-August 1995

	
	Bahía Blanca, Buenos Aires

· Startup of new automatic line.

Development of maintenance plans.

	
	Marketing Assistant, Cannon Puntana SAICIf.
	December 1986-July 1993

	
	Bahía Blanca, Buenos Aires

· Advertising campaigns in distributors shops

	ACTIVITIES
	Teacher, Ad Honoren – Professional Training Center – C4P 
Bahía Blanca, Buenos Aires

	Education
	Talent Development, Brunel University
	September 2010

	
	Management Skills, IAE Austral University
	October 2006-October 2007

	
	Welding Inspector Level II, IAS – Universidad Tecnológica Nacional
	May 2002-December2002

	
	Industrial Engineer, Universidad Nacional del Sur
	March1986-December1992

	
	Automotive Technician, Escuela Nacional Técnica
	March1980-December1985

	Languages
	Spanish (native)

English (speaking and writing)

Portuguese (understanding)
	

	What do I do best at ESAB? 


	I would say one of my strengths is the ability to lead multidisciplinary working groups. At the same time, I am also good at managing businesses with a long-term vision to make them sustainable in time. To be focused on the target is necessary for me and I like to plan before turning the plan into action since this is essential for success. 

Great challenges arise every day in the industrial market. Besides, markets like the South American ones, with such economic instability, give us excellent expertise to be successful anywhere.

Thus, I believe that my skills have been empowered no only by my almost 22 years in the welding and industrial business but also by the market where I work.




